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 Appendix 1 
Survey questionnaire  
 
In the past 15 years, how important were the following criteria that you consider for 
customer to choose Hualian: 
Not at all important 1 2 3 4 5 6 very important  
1. Hualian provides information about its new products/ services.  
2. Hualian provides innovative products/services.  
3. Hualian allies itself with other partner firms to offer discount on partner¶s products/services.  
4. Hualian shows concern for and understands FXVWRPHUV¶needs.  
5. Hualian provides good after-sales service to customers 
6. Hualian provides discounts to regular customers to encourage future purchases 
7. Hualian offers prompt service to its regular customers.  
8. Hualian offers free gifts to regular customers.  
9. Hualian provides cumulative points programmes to ensure more purchase 
10. Hualian provides rebates when items over a certain amount are purchased.  
11. Hualian building up data base to better group customers in terms of marketing communications 
12. Hualian keeps frequent contact with customers  
13. Hualian regularly delivers updating product/service information to customers 
14. Hualian sends greeting cards or gifts to customers on special occasions.  
15. Hualian provides fresh and interest information within each communications  
16. Customer LVWKHIDPLO\PHPEHURUIULHQGRI+XDOLDQ¶VHPSOR\HHVRUPDQDJHUV  
17. +XDOLDQHPSOR\HHVPDQDJHUVKHOSWRVROYHFXVWRPHU¶VSHUVRQDOSUREOHPV  
18. Hualian managers/employees have personal relationship with the principle of integrating 
purchasing group  
19. Customers know Hualian higher managers get further discount  
20. Customers know Hualian higher managers get priori service and special treatment while others 
not 
 
 
In the past 15 years, how important were the following criteria when considering building up 
relationships with suppliers: 
Not at all important 1 2 3 4 5 6 very important  
21. The supplier has a structured continuous improvement program 
22. The supplier has advanced management system, such as 6 Sigma or JIT 
23. The supplier measures regularly product/service quality and delivery performance 
24. The supplier has effective information system to efficiently exchange information 
25. 7KH VXSSOLHU KDV D FXVWRPHU LQFRUSRUDWLQJ V\VWHP WR WDNH WKH FXVWRPHU¶V UHTXLUHPHQW LQWR
consideration  
26. 7KHVXSSOLHU¶VVWUDWHJ\ILW+XDOLDQ¶VVWUDWHJLFJoal  
27. 7KHVXSSOLHU¶VEUDQGOHYHOILW+XDOLDQ¶VVWDQGDUG 
 28. The supplier supports the promotion activities of Hualian 
29. The supplier has strong capability in launching its brand 
30. The supplier is able to make continuous innovation in its product/service  
31. The supplier is a family or important friend of mid-higher level staffs in Hualian 
32. The supplier is able to help Hualian to extent the business by his/her own relationship  
33. 7KHVXSSOLHUKDVFORVHUHODWLRQVKLSVZLWKKLJKHUPDQDJHU¶VQHWZRUN¶VSHRSOH  
34. The supplier has other business with Hualian  
35. 7KHVXSSOLHU¶VIDPLO\KDVFRQQHFWLRQZLWKWKHPLG-KLJKHUVWDII¶VIDPLO\  
 
In the past 15 years, how important were the following criteria when the government 
effectively plays its role to the benefit of Hualian: 
Not at all important 1 2 3 4 5 6 very important  
36. Hualian obeys regulations and laws, such as paying the tax every year on time 
37. Hualian sponsors for government administration activities 
38. Hualian supports government to establish market order 
39. Hualian shows care for citizen, such as set up or sponsor for social activities 
40. Hualian carries great amount of economic contribution to Haining 
41. Certain government staffs are family members or friends of Hualian employees/managers  
42. Mid-higher managers of Hulian are involved within a similar network of Government mid-higher 
position staffs 
43. Higher managers of Hualian have similar political interest with government higher position staffs 
44. 7KH*RYHUQPHQWVWDII¶VIDPLO\KDVFRQQHFWLRQZLWKWKH+XDOLDQKLJKHUPDQDJHUV¶Iamily 
45. The family member or friend of government staff is doing business with Hualian  
 
 
46. Do you think there is any other factor contribute to the above 3 areas?  
--------------------------------------------------------------------------------------------------------------------------------
---------- 
Something about yourself 
47. Position:  
General manager_____  2. Vice manager_____ 3. Department manager_____ 4. Vice department 
manager_____ 
48. Age:  
1.<25_____ 2. 25-34______ 3. 35-44______ 4. 45-54______ 5. 55-64_______ 6. >65______  
49. Gender: 
1. Male __________ 2. Female ________  
 
Thank you very much for your time and cooperation! 
